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TRAVEL TO CUSTOMER SITE 
AND/OR 

INITIATE TELEPHONE SALES CALL 



S1 



PREPARE AND SHOW 
INITIAL SALES MATERIALS 



S2 



SALES REP GATHERS MATERIALS FROM 
CORPORATE WEB SITES AND EMAILS 
MATERIALS TO CUSTOMER 



S3 



MULTIPLE CUSTOMER CALLBACKS BY 
SALES REP 



S4 



DEFER MORE COSTLY SALES MATERIALS 
(CUSTOMIZED DEMO, REFERENCES, ETC.) 
FOR LATER IN SALES CYCLE 



S5 



ASCERTAIN LIKELIHOOD OF CLOSING THE 

SALE AND ENGAGE TECHNICAL PRE- 
SALES PERSON TO PREPARE THE MORE 

COSTLY SALES MATERIALS IF 
LIKELIHOOD IS PERCEIVED TO BE HIGH 



1 



S6 



PRESENT THE MORE COSTLY SALES 
MATERIALS IN SUBSEQUENT CONTACT 
WITH POTENTIAL CUSTOMER 



S7 



fig. 1 
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